Customer Value Proposition (CVP) Homework Assignment:  
Turned into the Assignments Folder for the CVP Assignment

You have been assigned a brand/product. The brand assignments are listed in the following file in this Customer Value Proposition (CVP) Module. This CVP homework assignment is a foundation for much of what we will do in this class for the remainder of this semester. The assignment will also form the basis of your Sales Presentation, which is due at the end of this semester, and which has a value of 100 points. 
Learn as much as you can about the brand/product you have been assigned. Go online and research that company. What are they known for? What are their strengths? You may want to speak to someone who currently sells your brand/product. Previous students have told me that this has been very helpful for them.
Once you are very knowledgeable about brand and product you have been assigned, select a company to which you will sell your brand/product. The company you select to sell to should be a large company with many locations, since your goal is to be able to sell that selected company a lot of units of your product. (Remember that this is a Professional Sales class, and not a class in sales promotions or advertising.)
The company that you select to sell to must have both brick and mortar locations as well as a strong online presence. You must also plan to sell based on the value of your brand/product and NOT based on low cost or discounts. All assigned brands/products have very strong brand equity.
Then, learn as much as you can about the company you plan to sell your brand/product to. How successful and profitable are they currently? What are their strengths?  What are their weaknesses? What is their current financial position? Who are their three closest competitors?  How do they compare to those three closest competitors? 
Explain why you selected the company you did to whom you will sell your product.  
Succinctly, to prepare your CVP:
1. Consider the position that your selected customer is in, after researching your brand online. Who is their target market?  What are their strengths and weaknesses? 
2. What can you do to help this company?  Determine what you feel that you are sure that you can do for them. For example, can you increase revenue? Increase store traffic? Increase online traffic? Reduce returns with the quality of your product? Increase on-time deliveries? 
3. Decide what you are certain you can do, and what percent increase or decrease can be expected. Decide how much you are certain you can help them. For example, if you believe that you can help them increase sales revenue, determine how much you know you can do, for example by 2 percent?  Three percent? Four percent? (I know this is just a guess, so as long as it seems plausible, your estimate will be fine. I understand that you do not have actual proprietary data on which to base your determination.)
4. [bookmark: _GoBack]Include a time frame within which you can promise that you will be able to do this. For example, within 3 months after adding your product? Or, within 6 months after adding your product? Please pick a time period that seems logical to you.  
5. Some examples might be:
a. Increase sales revenue by 3 percent within 6 months of adding your brand to their product line.
b. Increase store traffic by 4 percent within 9 months of adding your brand to their product line.
c. Increase online sales by 3 percent within 6 months with the Social Media expertise and assistance of your company and brand. 
